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Mission Statement 

To provide a professional, effective management and stewardship of the 
park and all its resources, present compelling interpretation of the parks 
story and resources,  provide opportunities for safe enjoyable outdoor and 
recreational experiences to all park visitors, provide a safe and inspiring 
workplace for all park employees and volunteers, manage all park and 
retail hospitality operations to be as efficient and cost effective as possible 
and to partner with local community leaders to bring a positive economic 
impact to the area surrounding the park. 

Source: SSSP MDS, January 2013 
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Goals, Objectives and Action Plans 
Definitions: 

COGS – Cost of Goods Sold 
SEER – Seasonal Energy Efficiency Rating 
LEAN – Process Improvement Method 
 
 
Goal 1. Cost Management 

See Financial Pro forma section for the Parks’ cost objective.  Standing Stone State Park self-
sufficiency for FY 2013-14 operations is at 32% cost recovery of operational expenses through earned 
revenues. This percentage can be enhanced by increasing revenues (see Goal 2); by controlling COGS; 
by controlling Personnel costs and other expenses.  

   

Objective 1:   Plans for controlling COGS;   

  
1)    Items at the Gift Shops will be carefully researched and price matched with other vendors to 

ensure we are getting the best price.  

2)   We will better coordinate with parks marketing before purchases are made to ensure that more 
product than what is needed is not ordered and to also make sure that marketing is indeed 
getting the best prices for the products purchased.  

3)   We will track sales of items to avoid purchasing items that do not sell.  

4)   We will better track shipping costs and make sure that items are priced considering what shipping 
costs are.  

5)   We will manage cleaning costs and supplies being sure to research items purchased.  

 

Objective 2:  Plans for controlling Personnel expenses; Personnel expenses were 55% of revenue 
generated. 

1) All schedules will be scrutinized daily.  
2) Seasonal hours will be monitored closely to insure that they are used only during the busiest 

times. 
3) Overtime will only be authorized in emergency situations. 
4) Every effort will be made to allow employees off during official state holidays that are not during 

busy times to prevent compensation time. 
5) The park will consider converting to job share positions to allow employees to work during 

needed times and less cost in benefits. 
6) Park Manager Cole will approve schedules for all employees to insure that labor cost is kept to a 

minimum. 
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Objective 3:  Plans for controlling Other expenses, These action plans would include preventative 
maintenance, limited renovations, any savings from LEAN or energy audits; list $ or % of revenue; unless 
noted otherwise, all objectives are for completion by end of FY13-14.  

1) Reduce utility operational costs by using grant funding to purchase and install high efficiency 
lighting, using Energy Star rated appliances when replaced old refrigerators, ranges and 
other electrical appliances in the cabins. 

2) Install high efficiency, High SEER rated HVAC units for all buildings especially the Cabin 
structures. 

3) Perform semi-annually preventive maintenance for HVAC units to insure peak performance 
and to extend the life span of the units. 

4) Perform quarterly cleaning of lighting and electrical fixtures to obtain peak performance and 
reduce heat loads. 

5) Install motion sensor light switches in living room spaces to insure lights will not be left on 
when people are not in the room thus reducing cost of electricity. 

6) LED light will be used to replace bulbs in conventional fixtures. 
7) Wood burning heating units will be installed in the ranger residences. 
8) Motion sensors or timers will be installed in the public bathhouses. 
9) Cabins will be monitored to insure that thermostats are set on 68 degrees in winter and 78 in 

the summer when the cabins are vacant.  

 

Goal 2: Revenue Growth 

See Financial Pro forma Section for revenue objectives. Revenues can improve with increased 
marketing and planned events (see Goal 3) throughout the year. Top priority is increasing revenue at the 
cabins by enhancing visitation during weeknights and winter months through marketing, packaging and 
special events.  However, the park offers many different avenues for revenue growth and those should be 
planned for/implemented as well.  
 
Other plans to increase revenues should look at prices, new products, activities and services that can be 
offered and new customers to call on.  
 

Objective 1:  Plans to increase cabin revenue from 193,233 in FY12-13 to 217,423 in FY13-14. 

1) We will add television with satellite to all of the deluxe cabins in the park. This should 
increase visitation in cabins that are open all year. 

2) We will continue to look for better ways to advertise the cabins to include reaching out to 
church and school groups. 

3) We could lower the weekday rate in the winter to increase the occupancy rate during the slow 
periods. 

4) We would like to offer some new special events that could increase the occupancy rate of the 
cabins during slow periods. 

5) We will continue to improve the LEAN processes in the park cabins to insure cleanliness and 
visitor satisfaction. 

6) We would like to add WIFI to the cabins. This could be done for little cost and does not 
diminish the visitor experience. This would also attract younger visitors to the park. 
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Objective 2:   Plans to increase camping revenues: 

1) Sell fire wood and ice to the campers. 
2) Offer a discount on sites during the off season. 
3) Complete campground renovations to include true 50 amp electrical service, new 

plumbing, new bathhouse, and new paved sites. 
4) Addition of WIFI to the campground to attract more visitors.  

Objective 3:  Plans to increase gift shop revenues:  

1) Add more local products that are specific to the area of the park. 
2) Expand the gift shop so that it can display and sell more products. 
3) Offer select gift shop products for sale at pool during the summer months. 

Ranger Shawn Hughes will oversee the gift shop. 

Objective 4:  Plans to increase group lodge/group camp revenue; 

1)  Create simple (inexpensive but attractive) marketing materials to use online and printed to        
promote the group camps.  

2) Make list of groups (families, civic clubs, churches and conservation groups) who might be 
interested in using the camps. 

3) Make contact, preferably by phone or in person, with these groups and track who is using the 
camps, Follow up in six months and then annually. 

4) We would like to lower the rates and/or have special deals for weekdays in the non-peak 
season to increase the occupancy rate. 

5) Add WIFI to attract more park visitors. 

Objective 5:  Plans to increase Tea Room revenue; 

1) Add WIFI to the tea room to help attract business to use the Tea Room during the 
weekdays when it often is not rented. 

2) Work with local business to learn about the opportunities to have meetings in the Tea 
Room located in a scenic setting. 

3) Work with packaging deals that would allow discounts on the Tea Room when rented 
in conjunction with overnight facilities. 

4) Decrease the price of the Tea Room on non-peak days.   

Objective 6:  Plans to increase boat rental revenue; 

1) Purchase 2 new paddle boats. 
2) Purchase 8 new sit-on kayaks. 
3) Set a launch fee for all private non-motorized boats used on Kelly Lake. 

Objective 7:  Plans to increase new sources of revenue; 

1) Begin charging for popular programs offered in the park. 
2) We would like to start offering wedding packages. This could include an area at no 

cost to have the wedding itself if the park visitors rented cabins and shelter or Tea 
Room. 

3) Could start charging for fishing permits on Kelly Lake. 
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Goal 3: Expand Special Events 

  

Objective 1:  Inventory all Special Events locations currently being held at the Park. 

1) Easter Egg Hunt- The day before Easter. There is a large network of community partners that 
makes this possible via donations for prizes. Space is a limiting factor. There is little potential 
for revenue as the visitors for this event are predominately local and do not rent cabins or 
campsites. 

2) Nature Rally- This is a 2 day event in the spring. This event does have room to grow. Usually 
all of the cabins are rented on this weekend so there is little chance for increased revenue. 

3) Jr. Ranger camp - this program was started last year and was very popular. Due to the nature 
of the program slots are limited. There could be a potential to charge for this program. 

4) National Rolley Hole Marble Tournament – This is a 3 day event held at the park each year. 
During this event all of the cabins are rented and some of the campground. This event could 
be expanded with more music and exhibits along with advertisement. There is a potential to 
generate more revenue in the camping area. 

5) Standing Stone Car Show- This program attracts many visitors to the park and does provide 
revenue to the park from cabin and campground rentals. There is also an entry fee for each 
car in the program that go to the Friends of Standing Stone that help coordinate the event. 
This program does not have the potential to grow due to the lack of space. 
 

Objective 2:  Prepare a list of new events that can be added to the list of current events.  Consider events 
linked to the park’s history, ecology, wildlife, and area patrons.  List details: 

1) A Halloween event could be planned for the park. There has been much success at other 
parks with this type of event. This event could be associated with a fee to produce revenue. 
This event would line up well with the historic structures of the park. 

2) A WPA days living history event would work well at Standing Stone. 
3) We would also like to start a birds of prey program at the park which could bring in revenue. 

 

Goal 4: Expand Recreational and Interpretive Programs 

While SSSP already offers a wide variety of interpretive programs and recreational activities, the park 
staff should consider broadening the horizons with more group team building opportunities. With this in 
mind, the inclusion of a canopy tour operation should open up more opportunities to host groups with 
more and different interpretive programs. This should enhance people to visit the park more frequently 
and stay longer partaking of park facilities.   

Another program should be considered where people can pay to work on park projects in the forest. Many 
people want to make a difference with nature; to build trails or to assist with ecology minded projects. 
Example is Volunteer Vacations (building trails) offered by the American Hiking Society. 

Objective 1:  Evaluate and prepare programs that can be offered to in-house groups. 

1) Volunteers could be recruited from Tennessee Tech to help with trail maintenance and other 
projects. 
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Objective 2:  Evaluate and prepare 3-day and 7-day “vacation” packages to offer to paying guests.  

 Action plans:  What is to be done; frequency; by whom. 

 

Goal 5: Improve the Effectiveness of Marketing and Sales 

This goal refers to marketing activities taken by the all Park staff in their local area. These activities will be 
assisted where possible by the Central Office marketing staff.  Activities would include local area sales 
calls, phone calls to clients, email blasts, Facebook postings, attendance at local civic organizations, 
networking, Website postings and direct mail.  In-house efforts would include lobby posters, in-room 
collateral, on-table offerings and front-desk signs, camp store signs, elevator signs, and park-wide video 
announcements.  

Objective 1:   Assign sales calls goals.  Either client visits or phone calls.  

 Action plans:  What is to be done; frequency; by whom. 

Objective 2:  Acquire park-wide video capability.  

 Action plans:  What is to be done; frequency; by whom. 

Objective 3:  Obtain 10,000 Facebook friends. Assign maintenance and updates. 

1) We have a Facebook page for the park and are working to add more posts. All rangers, park 
manager, and Shannon Ashford are admins on the page. 

Objective 4:  Plan for four email blasts to local patrons 

1) This could be completed through Itinio. 

Objective 5:  Assign responsibility to attend local Chamber meetings. 

 Park Manager Cole will attend local chamber meetings. 

Objective 6:  Develop or update five packages to include a mixture of cabins, local restaurant meals and 
one park activity or local area activity. 

 Action plans:  What is to be done; frequency; by whom. 

Objective 7:  Develop passive surveys and intrusive surveys.   

Finding out the demographics will help point the marketing effort in the right direction. It will also 
help in the decision to develop park services and activities.  

 Action plans:  What is to be done; frequency; by whom.   

A. Checking car tags is a passive survey that indicates where your visitors are from. Capture Zip 
Code information in order to Target Market to those areas. 
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B. Asking people in the park to fill out a short survey as they check in to capture length of stay, 
activities they will participate in, activities they want to participate in to capture additional 
programmatic possibilities, . 

 

Goal 6:  Monitor and Manage Customer Service and Satisfaction 

Monitoring customer service and satisfaction will entails some means to measure how visitors feel about 
the Park and how they perceive the services and the conditions of the facilities.  Ways to measure 
customer service are the number of complaint letters, comment cards, ratings on TripAdvisor or other 
social media platforms.  In some cases, the park may have to go out and survey visitors several times a 
year.  

Managing customer service and satisfaction deals with developing and incentivizing good products and 
services and getting rid of bad products and services. If you know what the visitor thinks is good, then it 
makes sense to make the product or service easier to use.  Resource allocation would normally promote 
the good products over the bad or mundane products.   

Objective 1:  Develop a way to monitor activities and services throughout the park on a regular basis.   

1) The park manager and the rangers will interact with park visitors in order to understand the 
needs of the park visitor. 

2) The park manager will evaluate Trip Advisor quarterly to insure that no correctable problems 
exist. 

3) The park manager will take all complaints, comments to asktnstateparks.com, and comment 
cards to help improve the park. 

Objective 2: Set a numerical goal that all park personnel will strive for by which customer service and 
activities offered are evaluated as good.   

1) Park personnel will strive for 100% park visitor satisfaction. 

 

Goal 7: Expand Partnership Opportunities 

All park locations have multiple types of partnership opportunities.  The most obvious is the Friend’s 
Group who raises money for Park projects and provides personnel to work on Park projects and events. 
Other types of partnerships include Campground Hosts, golf course volunteers, local companies that 
provide free services and institutional organizations that lend trustee prisoners for day-use work.  

By expanding partnerships, the Park can reduce the costs of materials and supplies and related services 
needed by the Park, and offset event and program costs.  

Objective 1:  Find ways to measure the contribution by partnership and report this outcome annually, both 
in monetary contributions and volunteers hours worked. (Types of Partnerships would be Friends, Park 
Volunteers, Golf Course Volunteers, Court Mandated Community Service and Campground Hosts and 
Other) 

1) Create a spreadsheet to record activities by community partners. 
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2) Some of the current partners include: Boy Scouts of America, Girl Scouts, Friends of 
Standing Stone, Tennessee Tech University, and individual volunteers. 

Objective 2:  Find ways to expand partnerships such as more participation in events, festivals or other 
park projects; or new types of volunteers or docents.  

1) Create monthly or quarterly volunteer work days to utilize individuals who want to contribute. 
2) Consider implementing a campground host program with bathhouse cleaning duties to lessen 

the work load of the maintenance and increase the cleanings to multiple times a day. 
3) Utilize social media to communicate our activities better. 
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Park Overview 

Park Fact Sheet 

Park Name Standing Stone State Park 

Region Manager Robin Wooten 

Park Manager Chris Cole 

Park acreage 1042 

Total Number of Visitors (FY12-13) 505,782 

Total Expenses before CO (FY12-13) 1,212,822 

Total Revenues (FY 12-13) 310,784 

Retail Self-sufficiency % NA 

Park Self-sufficiency % 26% 

Avg Expense per Visitor (FY12-13) 2.40 

Avg Revenue per Visitor (FY12-13) .62 

Gross Profit or Loss (FY12-13) -902,038 

Total full-time available positions/filled 14/12 

Total part-time available positions/filled 9/1 

Primary feeder markets 

Park visitors come from all over the country to 
visit the park and use the overnight facilities. 
Primarily, out of state visitors come from 
Kentucky, Ohio, Michigan, Florida, Alabama & 
Georgia. The majority of overnight stays comes 
from Nashville, Knoxville, Lebanon, Clarksville 
& Cookeville. The majority day-use visitors 
come from Livingston, Celina, Byrdstown and 
Cookeville. Local residents sometimes use the 
overnight facilities as well as for picnicking, 
swimming, meetings, or a place to exercise. 
 
Organized groups that use the park include the 
Rolley Hole Marble players, Spring Nature Rally 
participants, car clubs, civic and business 
organizations that have meeting or get-
togethers at the park. 

Primary reasons people come 

Hiking, running, picnicking, fishing, boating, 
camping, cabins, swimming, basketball/tennis. 
The park has unique cultural programs that 
include the National Rolley Hole Marbles 
Championship and Festival.   

Opportunities for improvement 

  

¹Based on T.C.A. 11-3-305, Self-sufficiency of revenue-generating facilities  
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Site Summary  

The access road to the park is State Hwy 136. It goes through the park. The highway goes from 
Cookeville through the park to State Highway 52.  

Standing Stone State Park covers over 1000 acres with over 10,000 acres of forestry land 
surrounding it. It also contains a 69 acre lake. The park is approximately 85% forested, 10% fields and 
grassy areas, and 5% lakes and streams. 

Standing Stone is found at N36 28.263 W085 24.916. It is about 10 miles to Livingston, TN. It is 
about 30 miles North of Cookeville, TN.  

Standing Stone is found on a hilly portion of the Cumberland Plateau of North Central 
Tennessee. The park is found in a rugged setting dominated by oak-hickory forest. The park 
was established in 1939 and was built by the Works Progress Administration.  

Standing Stone was named after a 12 foot tall rock that stood near Putnam County. A portion of 
the rock is still preserved in Monterey, TN. 

 

Key Attractions 

The park has taken on several IRIS fund projects including a new butterfly garden located in 
front of the swimming pool. The park has diverse fauna including deer, wild turkey and even 
eagles occasionally. The park offers cabins, camping, boat rental, Olympic sized swimming 
pool, fishing, hiking, tennis and basketball, meeting room, playgrounds, and picnicking. The park 
has unique cultural programs that include the National Rolley Hole Marbles Championship and 
Festival. This marble game has been played in this area for generations. The work of the Works 
Progress Administration is also a great attribute to the park and should be preserved and 
documented. 
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Financial Targets 

Actual FY09-10 FY10-11 FY11-12 FY12-13 
Visitors  267,163 335,955  515,196  505,782  
Total Revenues  302,456 294,943  294,642  310,784  
Total Expenses   1,160,385  1,253,515   1,232,545 1,212,822  
Revenue per Visitor  1.13 .88   .57  .62 
Expense per Visitor  4.34 3.73   2.39 2.40  
Retail Self-sufficiency % NA  NA  NA  NA  
Gross Profit -857,929   -958,571  -937,904  -902,038 
Park Self-sufficiency %  26% 24%   24% 26%  

 

 
Base Year   Year 1   Year 2 

 
FY12-13 %+ FY13-14 %+ FY14-15 

Cabins      193,233  5%      202,895  5%      213,039  
Camping        33,682  5%        35,366  5%        37,134  
Gift Shop         6,186  20%         7,423  10%         8,166  
Programs              -    2%              -    4%              -    
Other        77,683  3%        80,013  4%        83,214  
Total Revenue      310,784  3.5%      325,697  3.9%      341,553  
Total Expense   1,212,822  0%   1,212,850  0%   1,212,850  
Gross Profit     (902,038)       (887,153)       (871,297) 
Park Self-sufficiency 26%   27%   28% 

 

Key Recommendations for use in Action Plans 

Short Term Recommendations (Less than 1 year) 

• Allow the state to purchase the smart phones for the uniformed personnel. This would allow the 
rangers to do their jobs and be out in the park contacting park visitors and working on resource 
management. 

• Build new playgrounds on the park. 
• Implement gift shop sales at swimming pool. 
• Add a new restroom facility behind the pool. This would allow for rental of the Rec Hall to park 

visitors. The facility cannot be presently rented due to it is the only source of restrooms for the 
other shelters.  
 

Long Term Recommendations 

• Renovate campground to include new 50 amp electrical service, paved camping pads and new 
bathhouses. 

• Add additional recreation equipment at the Recreation Hall. 
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• Resurface the tennis and basketball courts. 
• Construct a handicapped accessible paved hiking trail. 
• Build a WPA museum. This could be done by renovating the old linen house. 

Park and Operations Assessment 

This section is an assessment in detail of facilities, operations, and financial forecasts. The findings are 
not intended to be exhaustive review of all issues but a basic overview of the predominant issues.  The 
assessment includes the following: 

• Park Facilities Assessment 

• Operational Assessment 

• Financial Assessment 

Park Facilities Assessment 

Facilities and park assets are rated using a nominal scale of excellent, good, fair or poor. Descriptions of 
those rankings are provided below. 

 Scale of Conditions 
Rating General Description 
Excellent Facilities/amenities are in ‘excellent’ condition when they show little or no 

maintenance or repair problems.  Facilities do not feature any major design or 
operational issues or flaws that contribute to diminished use or increased 
maintenance or upkeep.  Facilities are easy to clean and maintain in order to place 
them back into public use and the users perceive them to be in excellent shape.  

Good  Facilities/amenities are in ‘good’ condition when they show only minor maintenance 
or repair problems. Most maintenance issues with these facilities typically appear to 
be the result of age and/or heavy use.  Facilities may only feature minor design or 
operational issues that contribute to diminished use or increased maintenance or 
upkeep. Users perceive them to be adequate for their use, but probably not in 
excellent shape.  

Fair Facilities/amenities are in ‘fair’ condition when they show significant maintenance or 
repair problems. Facilities generally exhibit ongoing maintenance issues that appear 
to be the result of age, heavy use, or design or operational flaws. Users may 
perceive them as being less than adequate for their use and in a state of 
deterioration. The facility or structure may need of major repair or replacement. 

Poor Facilities/amenities are in ‘poor’ condition when they show significant, on-going 
maintenance or repair problems that ultimately may result in suspended use for 
repair/replacement. Maintenance and repair issues are possibly the result of poor 
maintenance and clearly the result of age, heavy use, or design or operational flaws. 
Problems with the facilities are often compounded over time due to consistently-
deferred maintenance and repair because of budget and/or resource limitations. 
Users perceive them as being inadequate for their use and in a state of serious 
deterioration.  The facility or structure may need of major repair or replacement 
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Park Inventory & Facility Assessment  

The table below is an inventory of facilities and amenities.   

PARK:  Standing Stone 
 

  

PARK ASSET/AMENITY QUANTITY CONDITION 
Amphitheater 1 Fair 
Bathhouses 2 Fair to Good 
Boat Dock 1 Fair 
Bridge – Swinging 1 Excellent 
Cabins 21 Good  
Campsites 36 Fair 
Dam 1 Capital Project 
Equipment Sheds 1 Fair to Poor 
Group Camp 1 Poor (not in use) 
Group Lodge / Cabin 4 Good 
Maintenance Building 1 Good 
Park Pool 1 Good 
Picnic Shelters 5 Good 
Playgrounds 1 Good 
Rangers Residences 2 Good 
Recreation Hall 1 Good 
Restrooms 3 Good 
Roads / Paving 11 miles Poor 
Shooting Range for rangers/law 
enf. 

1  Good 

Storage Buildings (Barns) 2 Good 
Tea Room / Conference Area 1 Fair to Good 
Tea Room Kitchen 1 Good to Fair 
Tennis / Basketball Courts 1 Good 
Trails  Good 
Visitor Center / Park Office 1 Good 
Volleyball Courts 1 Fair to Good 
Small Foot Bridges  Good 
Sewage Treatment Plant 1 Good 
Water Tanks 3 Not in Use 
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List new assets and amenities that would fall under capital expenditures that are needed to improve 
customer service and drive revenue.   

New Assets & Amenities Description 
Playground Being added as part of a larger group of playgrounds. 

*WPA Cabin renovations Funded FY 17-18 Capital Budget 
*Group Lodge Renovations Future request 
    

 

Prioritized Facility Needs 

Based on the inventory and assessment conducted above, these prioritized needs have been identified.  

Facility Need 
Priority 

Assignment 
Dam repair High 
Playground installation High 
*New restroom at picnic area Moderate 
*Boardwalk trail along lake High 

  
 

Operational Assessment 

The Operational Assessment includes: 

1. An inventory and classification of programs and services provided at the park. 
2. A review of staffing at the park 
3. A review of concessionaires and partners operating at the park 
4. Visitation and customer satisfaction 

Inventory and Classification of Programs and Services 

1) Programs and services are classified as Core or Essential Services 
2) Important Services 
3) Visitor Supported Services 

Programs and services at the park are classified into these categories based in part on the mission and 
public mandates for both the site and the agency.  

Category 1 – Core Services (largely supported by tax funds) 

Core programs, services and facilities are those the agency must provide and/or essential in order to 
capably govern and meet statutory requirements. The failure of the agency to provide Category 1 
services at adequate levels could result in significant negative consequences for the public and the 
resources under protection. 
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The following programs and services at Standing Stone State Park have been identified as core 
services: 

• Support the mission of Tennessee State Parks which is “to preserve and protect, in perpetuity, 
unique examples of natural, cultural, and scenic areas and provide a variety of safe, quality, 
outdoor experiences through a well-planned and professionally managed system of state parks. 

• Provide for public access to the park, the facilities and the grounds. 
• Provide for public safety for visitors and protection of natural and cultural resources.  
• Provide for maintenance of grounds, facilities and infrastructure. 
• Maintain facilities developed through the LWCF program to required standards. 
• Provide for basic, non-staff supported day-use activities (such as hiking and picnicking) with trails, 

informational signage, picnic tables, trash cans and restroom facilities. 
• Maintain park drinking water and wastewater programs to state standards.  

Category 2 – Important Services (supported by a balance of tax funds and earned revenues) 

Important programs, services and facilities are those the agency should provide, and are important to 
governing and effectively serving residents, businesses, customers and partners. The following programs 
and services at Standing Stone State Park have been identified as important services: 

• Provide a full range of environmental, cultural and recreational programs. 
• Offer park-specific information at the Visitor Center and Nature Center.   
• Provide educational programs for schools and organized groups.  

Category 3 – Visitor Supported Services (almost exclusively supported by earned revenue) 

Visitor supported programs, services and facilities are those discretionary services that the agency may 
provide when additional funding or revenue exists to offset the cost of providing those services. The 
following programs and services at Standing Stone State Park have been identified as visitor supported 
services: 

• Operate a small conference center (Tea Room). 
• Operate and provide retail support services for the gift shop in the visitor center.  
• Provide support services for 21 rental cabins and 36 tent/RV campsites. 
• Provide support services for picnic shelters, group camp and group lodges.  

 

Park Staffing 

Park Positions/Filled 

Fulltime   14/14 

Part-time 9/0 
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Labor Support (Non-paid) 

Labor Support Annual Hours 
Friends  110 
Park Volunteers 632 
Golf Course Volunteers 0  
Court Mandated Community Service (probation/prisoner) 0 
Campground Host 0 
Total 742 

Labor Budget Summary 

Based on a 4 year average, total personal expense is 65.6% of total expense.  

Expenditure Description FY09-10 FY10-11 FY11-12 FY12-13 

% 
Change 

from 
2010 

Personnel Services  550,538 524,940  538,477   537,168  -2.4% 
Employee Benefits 254,030  260,019  266,474   257,530  1.3% 
Total Personnel Expenses 804,568  784,959  804,950   794,699  -1.2% 

 

Visitation and Occupancy 

Describe trends over last 4 years. Overall annual visitation to this park has increased from FY09-10 to 
FY12-13, by 89% or over 238,000 visitors.  

Fiscal Year Total Visitation 
FY09-10 267,163 
FY10-11 335,955 
FY11-12 515,196 
FY12-13 505,782 

 

Occupancy for the overnight accommodations as well for the group lodging & camp facilities is detailed in 
the table below. Overall occupancy has trended downward.   

Fiscal    Cabin  Campsite 
Group 
Camps 

Year Occupancy Occupancy Occupancy 
FY09-10 30% 13% 39%  

FY10-11 28% 10% 
Not 

reported  

FY11-12 27% 10% 
 Not 

reported 
FY12-13 27% 11% 37%  
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Financial Performance Assessment 
 
Operational Expenses 
A summary of total operating expenses from FY09-10 through FY12-13 are provided below.   

 

Part 1 – Profit center Self-sufficiency 

  FY09-10 FY10-11 FY11-12 FY12-13 
Profit Center Revenue 

    Restaurant 
    Inn 
    Cabins 198,878 182,948 178,662 193,233 

Golf 
    Marina 
    Gift shop 7,076 7,436 6,007 6,186 

Camping 22,888 19,139 20,346 33,682 
Sub-total Revenue 228,842 209,523 205,014 233,101 
  

    Costs & Expenses 
    COGS 2504 677 3029 474 

Personnel  136,242 137,868 125,673 110,298 
Total Other Expenses 75,987 102,225 100,144 135,980 
Sub-total Cost & Expense 214,733 240,771 228,846 246,753 
  

    Retail Self-sufficiency % 107 87 90 94 
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Part 2 – Other profit center revenues and expenses 

  FY09-10 FY10-11 FY11-12 FY12-13 
Vending 1,324 80 

  Group Lodge/Camp 13,403 12,519 11,933 8,347 
Picnic Shelters 5,700 6,135 5,493 4,635 
Boat Rental 2,671 3,316 3,689 2,710 
Assembly Hall 4,016 5,120 4,301 4,180 
Refreshment stand 13,684 15,200 18,044 17,525 
Swimming 20,328 23,590 26,844 24,643 
Gen Rec Other 1,194 2,097 832 1,281 
Fishing 676 

   Leased - Gift Shop 
    Leased - Other 
    Misc 10,615 17,364 18,491 14,362 

  
    Other Profit Center Revenue 73,613 85,420 89,627 77,683 

Cost & Expenses from 
    Other Profit Centers 
    COGS 29,33 20,279 10,795 13,384 

Personnel Expenses 668,325 647,091 679,277 684,400 
Total Other Expenses 274,391 345,373 313,625 268,283 

 

Part 3 – All sections combined to yield the Parks gross profit or loss 

  FY09-10 FY10-11 FY11-12 FY12-13 
Total Revenue  302,588 294,584   294,642  310,784 
-Total COGS  5,438 20,956  13,824  13,859  
-Total Personnel Expense  804,568 784,959  804,950   794,699 
-Total Other Expense 350,379  447,599  413,770  404,263  
 =Total Expense  1,160,385  1,253,515  1,232,546  1,212,822 

Gross Profit  -857,797  -958,931 -937,904   -902,038 
Parks Self-sufficiency  26%  24%  24%  26% 
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Review of Pricing 

TN State Parks Cabin and Villa Nightly Lodging Rates 

PARK  
CLASSIFICATION    PRICES    

   
WEEKDAY  

 
WEEKEND   PEAK  

STANDING STONE  
(weekly rentals only in June and July) 

Standard 3 BR $ 115 $ 125 $ 130 
Rustic $ 65 $ 70 $ 75 

 

Camp Site Category General Descriptions:  

 

Site designations at each park to be determined by Park Manager & Regional Manager 

 

Type AAA: Premium sites with water & electric that has features that put them in 
high demand. Examples of premium features would be individual sewer hook-up, 
waterfront location, scenic vista location, etc. 
Type AA: Standard improved sites with water, electric, may have sewer or 50 
amp service but do not have the features of a premium site. 
Type A:  Standard improved sites with water and electric and usual campsite 
amenities. 
Type B: Improved sites with water & electric that may be in less demand due to 
location or with older features and limited facilities, or, improved sites without 
water & electric that may be in high demand due to desirable features and 
location. 
Type C: Improved sites without water and electric.  This can also be used for 
unimproved low demand, overflow sites with water & electric. 
Primitive: Unimproved sites without water & electric to be used by tent campers 
only. Sites minimally developed, may have table & fire ring but little else. 
Group camping sites: Those sites designed to accommodate larger groups of 
campers within a specific single location. 

 
In Season Rates and Discounts  
Site Category Base 

Rate TN Senior  Disabled TN State 
Employee* 

TN 
Veterans* 

Type AAA $25.00 N/A N/A N/A N/A 
Type AA $25.00 25% 25% 25% N/A 
Type A $20.00 25% 25% 25% N/A 
Type B $16.00 25% 25% 25% N/A 
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Type C $11.00 25% 25% 25% N/A 
Primitive $  8.00 25% 25% 25% N/A 
 
 
 Off Season Rates and Discounts  
Site Category Base 

Rate TN Senior  Disabled TN State 
Employee* 

TN 
Veterans* 

Type AAA $25.00 N/A N/A N/A N/A 
Type AA $25.00 50% 50% 50% 50% 
Type A $20.00 50% 50% 50% 50% 
Type B $16.00 50% 50% 50% 50% 
Type C $11.00 50% 50% 50% 50% 
Primitive $  8.00 50% 50% 50% 50% 
 
 
RENTAL, CONFERENCE/MEETING ROOMS/REC HALL/REC LODGE/OTHER: 

PARK FACILITY Minimum Per Hour Per Day 

Standing Stone Tea Room                             
 

 
Day 

 
 

  
 
 

        $75 
 
      

 

PICNIC SHELTER RESERVATION/RENTALS: 

Name of Park Shelter(s) Per Day Half-Day 

Standing Stone 5@ $40.00  

 

BOAT RENTALS:  (All rates include tax) 

Row Boat without motors per hour $ 3.00 
 each additional hour $  3.00 
No deposit required weekly $125.00 
Row Boat with electric motors 1st hour $  4.00 
 each additional hour $4.00 
$20.00 refundable deposit weekly weekly $175.00 
Pedal Boat per person ½ hour $1.75 
 per person per hour $2.50 
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Competitors 

List any competitors for the above listed facilities.  Include their approximate proximity to the park, any 
competitive features, their quality level and their prices.  List any key accounts they are getting.   

• Livingston City Pool  
• Dale Hollow State Park in Kentucky 
• Dale Hollow Lake with camping, swimming and picnic areas.  
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Customer Service and Satisfaction 

Describe any customer service rankings and/or surveys ranging from comment cards to TripAdvisor, Yelp 
or any other sources.  

Tripadvisor as of 3/9/14 
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Financial Pro Forma 

The following five-year pro forma projects the financial outcomes based on the strategies and desired 
outcomes identified in this business plan.  

 

 
Base Year   Year 1   Year 2 

 
FY12-13 %+ FY13-14 %+ FY14-15 

Cabins      193,233  5%      202,895  5%      213,039  
Camping        33,682  5%        35,366  5%        37,134  
Gift Shop         6,186  20%         7,423  10%         8,166  
Programs              -    2%              -    4%              -    
Other        77,683  3%        80,013  4%        83,214  
Total Revenue      310,784  3.5%      325,697  3.9%      341,553  
Total Expense   1,212,822  0%   1,212,850  0%   1,212,850  
Gross Profit     (902,038)       (887,153)       (871,297) 
Park Self-sufficiency 26%   27%   28% 

 

 
  Year 3   Year 4   Year 5 

 
%+ FY15-16 %+ FY16-17 %+ FY17-18 

Cabins 5%      223,691  5%      234,876  5%      246,620  
Camping 5%        38,991  5%        40,941  5%        42,988  
Gift Shop 10%         8,982  5%         9,431  5%         9,903  
Programs 4%              -    5%              -    5%              -    
Other 4%        86,986  5%        91,335  5%        95,902  
Total Revenue 4.5%      358,651  5.0%      376,583  5.0%      395,412  
Total Expense 0%   1,212,850  0%   1,212,850  0%   1,212,850  
Gross Profit       (854,199)       (836,267)       (817,438) 
Park Self-
sufficiency   30%   31%   33% 
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Park Map 
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Organizational Charts 
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*Updated June 24, 2018; Page 16; Public Hearing held April 24, 2018 at Standing Stone 
State Park as per Tenn.Code Ann. 11-3-120 

 

 




